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A. GENERAL IMPRESSIONS OF MOONLIGHT 

1. Has Moonlight given your market/assignment incremental volume? 

j Yes □ No 

2. Through Moonlight, have you been able to achieve conversion among competitive adult smokers? 

□ Yes □ No 

3. Do you believe that Moonlight has reached it's potential in your market or will it 
continue to grow/? 

□ Reached Potential G Continue to Grow 

4. Has Moonlight been worth the effort you've put into it? 

G Yes n No 

B. CORPORA TEINITIA TIVES (for markets with Red Kamel onM 

1. Do you believe that Moonlight and Red Kamel consumers are the same? 

□ Yes □ No 

If no, how are they different? 


2. While one may offer more potential, can both brands co-exist in your market? 

u Yes □ No 

Why/why not? _ 

3. Given the option, would you want both brands in your market? 

□ Yes □ No 

Why/why not? _ 

C. PRODU CT 

1. Were gratis product samples necessary to your introduction of Moonlight to retailers? 
G Yes □ No 

If yes, what is the most efficient method of supplying product samples? (Check one.) 

G bulk ship product to central location (ROD) 
n bulk ship product to individual rep 
n ship only upon request from ROU 

u other (please describe) _ 
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2. Was the Moonlight sales brochure w/inserts useful in selling Moonlight to your direct, chain, and 
retail accounts? 

I Yes □ No 

If yes, where was it used: 

“ direct H' chain Z retail 

what information would you include beyond what is currently used? 


what information would you omit? 


If no, what tool would you prefer to use in order to aid sell-in of Moonlight? 


3. Moonlight has generated many positive articles in both consumer and trade press. Would a 
sample of these articles in the sales kit be valuable in future market expansions? 

□ Yes □ No 

4. Did you try mailing a sales brochure and letter of introduction to your accounts prior to your initial 
sales call? 

r: Yes □ No 

Do you think such a mailing would be helpful in future market expansions? 

Yes □ No 

5. Do retailers easily understand the difference between our new products {honey-toasted, no 
additives, etc.) and mainstream brands? 

I Yes □ No 

If no. would a “leave behind" card describing each brand be useful? 

: Yes C No 

6. Please rank (pick four) the Moonlight brands that you feel would be the best "lead-ofT products in 
a new market. 

_Planet _Bees _North Star_City _Jumbos 

_Metro __Icebox _Politix _Sedona 

7. What can be done to speed acceptance of Moonlight products by key direct accounts, SAM's 
Clubs, and other entities which supply Moonlight to independent retailers? 


8. What is the best way to ensure that retailers have the appropriate information to reorder when 
they first begin selling Moonlight brands? 


9. How can we best minimize product out-of-stocks? 


10. Would a retailer/distributor incentive program using Moonlight gear (hats, t-shirts, jackets) as 
rewards be effective in reducing/eliminating out-of-stocks? 

L' Yes □ No 

Would such a program be practical/manageable in your market? 

□ Yes C No 

11. Would you recommend using car-stock to alleviate stock-outs during an introductory period? 

□ Yes r No 

12. What is the best way to discontinue poorly performing brands? (Check one.) 

L let the product seii out 

r pull the product back from retailers 

:: trade out the product with another new Moonlight brand 

■J other_ 

D. DISPLAYS 

1. Piease rank (1-3) the foliowing Moonlight pack displays in order of effectiveness: 

_ Standard 3 CTN display w/brand cards (#510011/#514121) 

_ Open-shelf display (511325} 

_ Mini Display (515432) 

Do we need all three of the above pack displays? 

□ Yes □ No 

What should the display payment be (monthly dollar amount) in order to ensure proper placement 
and longevity?_ 

Carton Display $_ 

Pack Display $_ 

£. 

1. Aside from what has been produced, what other POS items do you need? 


2. Of the materials available, which pieces are of little use to you/your market? (Refer to Moonlight 
POS/PDI reference sheet.) 


3. Please list the top 4 POS pieces in order of importance. 

1 ._ 

2 . _ 

3. _ 

4. ___ 

4. Was it helpful having initial POS pre-packed with display? 

r Yes L No 
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F. INTRODUCTORY STRATEGY 


1. Which of the following do you feel is the best way to introduce Moonlight into a new market? 
(Check one.) 

r selected neighborhoods first, then all outlets 
r: selected stores first (I.e., smoke shops) then all outlets 
all outlet from the start 
other __ 


G. MISCELLANEOUS 

1. Are retailer give-aways (hats, t-shirts): 

n Essential □ Nice to have □ Not helpful 

2. How do you think consumers would react to promotional activity on Moonlight (BSGSF/Premiums/ 
Discounting)? (Check one.) 

I they would see it as positive, and would become more toyal to Moonlight 
1 they would be opportunistic, only buying Moonlight "on deal”. 

I they would see it as too mainstream/trying too hard, detracting from the uniqueness of Moonlight 
_ other_ 


3. Would you recommend a test of promotions in a selected Moonlight market? 

□ Yes □ No 

4. Would you recommend that Icebox be viewed separately and promoted in select menthol 
geographies? 

□ Yes □ No 

5. Is American Spirit sold in any of your accounts? 

□ Yes □ No 

If yes, have you placed Planet in these accounts? 

Yes □ No 

If no, why not?______ 


If yes, how has Planet affected the sale of American Spirit? 


6, What comments have you heard (from retailers/consumers) about Planet versus American Spirit? 


N. ADDITIONAL COMMENTS/LEARNING THAT WOULD BE HELPFUL 
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